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M ULTINATIONALS IN CHINA

Powerful strength builds the brand,
good service wins the market

—— Interview with Mr. Jacoh Harpaz, the President & GEO of IMC Group, Mr. Satoshi Kinoshita, the President
& CEO of Tungaloy Corporation and Ms. Tian Dan, the General Manager of Tungaloy Cutting Tool (Shanghai)

Go., Ltd.
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Tungaloy Corporation was founded
in 1929, Japan, with nearly 90
years experiences on cutting tools.
Its products are now extensively used in
such machinery manufacturing industries
as automobile, electronics, mold, aviation,
shipbuilding, steel and iron. Its high-
quality products, like hard alloy, hard
alloy coating, cermet and CBN, play an
important role in the machining industry.
Tungaloy (former Toshiba Cutting Tools)
is a famous Japanese corundum cutting
tool manufacturer. It established a wholly-
owned company in Shanghai, 2003, selling
Japanese corundum cutting tools for
turning, milling and drilling purposes. In
order to learn more about the development
of Tungaloy in China, Multinationals in
China has an interview with Mr. Jacob
Harpaz, the President & CEO of IMC Group,
Mr. Satoshi Kinoshita, the President & CEO
of Tungaloy Corporation, and Ms. Tian Dan,
the General Manager of Tungaloy Cutting
Tool (Shanghai) Co., Ltd.

Since being a part of IMC Group, the
world's second-largest metal cutting tools
manufacturer, in 2009, Tungaloy has
provided various quality cutting tools and
perfect solutions for clients by virtue of
the group's global technical resources.
Tungaloy products are all from world-
class manufacturing facilities, locating
at Israel, Japan, US, China, Germany and
France. These facilities provide various
quality products, being extensively applied
in machinery manufacturing, automobile,
digital products, medical and aerospace
fields.

In China, Tungaloy now has 7 branches
and 9 technical service points in China,
establishing a consummate marketing
system and a professional technical
service team. By virtue of powerful R&D
and innovation capability of IMC Group,
Tungaloy has launched a large number
of high-quality proprietary products on
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Ms.Tian Dan, the General Manager of Tungaloy Cutting Tool

(Shanghai) Co., Ltd

fields like lathe turning, milling and
drilling, providing perfect solutions for
clients. Particularly, the newly-launched
TUNGFORCE product line is used for
multi-speed processing. TUNGFORCE
is termed as like the totally universal
gravitation force. All these innovative
products are able to meet the high-
speed development of metal processing
sectors. Tungaloy continually changes
itself via endless novel products and
innovative technologies. As a producer
and solution provider of whole series
cutting tools, Tungaloy has become
the global leader in the lathe turning,
milling and drilling markets.

Through TUNGFORCE product
release, Tungaloy constantly
promotes its innovative novel
products. On the press release,
Harpaz introduced the brand-new
"multi-speed processing"concept,
perfectly interpreting this
masterpiece. This multi-speed
processing product line undoubtedly
raises a new tide for multi-speed
processing, initiating a new era.

"The Chinese market is growing
rapidly, and it is one of the most
important markets for us," says
Harpaz, “the Chinese market is
undoubtedly important in the world,
especially in the metal processing
industry. Tungaloy has unique
products and competitiveness,
and its competitiveness mainly
comes from the product quality,
unique development and localized
production. In the future, we will
accurately position our products,
introduce the latest overseas
products to China, ceaselessly
upgrade the existing equipment and
plants, and build a more powerful
high-quality sales team."

Kinoshita says: "among our
25 overseas sales companies, Tungaloy
China captures the highest proportion
of sales, accounting for about 27-30%. In
recent two years, the Chinese economy
is slow down, but Tungaloy China's
sales increases year on year. Our market
share remains increase momentum. We
fully recognize Tungaloy China's efforts
and achievements. The Chinese market
has great potential. Tungaloy can have
a big market share and growth in this
country, so the goal we set for the Chinese
market is absolutely reachable. I am fully
confident about our China team, and I
believe that they can achieve this goal."
Brand comes from quality, credibility
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and image. In market competition, the
well-known are the winners. Tungaloy's
lathe turning, milling and drilling tools
enjoy a high reputation in the industry.
With the accumulated technical power
and the most cutting-edge technical
capabilities, Tungaloy develops and
manufactures a variety of cutting tools,
wearproof tools, construction tools, and
friction materials. These products gain a
high degree of trust from customers. Tian
says: "as Japanese large car manufacturers
and auto parts factories entering China,
we saw the big potential of this new
market. In order to track customers better
and improve our services, we entered
China in 2003. With rapid development of
the company and the expanding market
share in China, especially after being a
part of IMC Group, our product line has

been greatly enriched. We particularly
intensified the development and
promotion of milling and drilling tools
for a wider customer base." Nowadays,
the key to global market competition lies
not only in the products the company
can offer, but also in the level of the cost
efficiency. To improve the services is a
way not only to enhance the additional
value of products, but also to win the
market. Therefore, Tungaloy establishes
a large-scale customer service network
to provide solutions to all technical
problems to all customers. Service-
oriented business philosophy brings a
high reputation and praise to Tungaloy.
Tian says: "after selling products, we
also pay regular visits to customers;
after launching new products, we will
provide technical training and product
introduction to customers. We not only
keep regular communications with the
branch managers, but also hold regular
manager meetings to discuss current
issues. We carry out targeted promotion
plans according to different products,
performance, and customer base.
Technical staffs also help customers in
various places do some training and
lectures from time to time."

From inheriting experience of the
Japan headquarters to developing its
own localized management, Tungaloy
China has experienced a process that
from zero to one, from small to large,
from weak to strong, and Tian is one of
the founder of all of it. She witnessed,
experienced and led the achievements
of Tungaloy China in the last more
than ten years. She says: "Il am very
affectionate to Tungaloy and Tungaloy
China. I joined Tungaloy in Japan, when
I worked in the Japan headquarters,
the Chinese market was still a blank. I
think as a Overseas Chinese, I should
do something for my motherland, and

I have the responsibility and obligation
to introduce good products to China as a
bridge of economy exchanges between China
and Japan. After I have being dispatched to
China by headquarters of Japan, more than
10 years of development, Tungaloy China
has developed from 5 employees to nearly
60. Now the sales amount of Chinese market
is the top-class in Tungaloy's overseas
subsidiaries."

Tian was promoted to be the general
manager in 2010. With the proficiency
in Chinese, Japanese and English and
the experience of marketing, she fully
shows her merits in communication and
cooperation between Japan headquarters,
IMC headquarters and the company in
China. The figures are the most direct
reflection of the real results. Through ten
years of devotion, she gives a satisfying
report to the headquarters and herself. Tian
says: "Due to the conservative development
strategy, the growth was not so significant
at the very beginning. After joining IMC
Group in 2009, though we were influenced
by the impact of the financial crisis, in
2010, the company's sales grew 89% year
on year, and subsequently in 2011, grew
56% year on year. Though the economy was
underperformed in 2012, the company's
sales declined slightly; in 2013, the sales
grew another 21%. It was not easy, but it is
the result gained by all the staffs. In 2016,
our sales grew at a speed of two digits."

When speaking of the development
plan in the next 3-5 years, Tian says with
confidence: "in 2018, Tungaloy China will
celebrate its 15th anniversary. Our goal is
to achieve at least 1.5 times growth in these
3 years. I hope that the sales amount can
have an annual double-digit increase every
year." Powerful strength builds the brand,
good service wins the market. We believe
that under the leadership of Tian, Tungaloy
China will continue to march ahead, and
turn today's hope into tomorrow's brilliance.
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